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EUGENE: Today's the 30th of April, 1984. This tape is interviewing Mr. Ed Schlegel, S-c-
h-1-e-g-e-l. Mr. Schlegel is the owner and operator of Dominics Pizza at 1692 7th A venue 
here in Huntington, West Virginia. My name is EUGENE Coffman, and I will be 
conducting the interview. Okay, Ed, how was your business started? 
Ed: Well, about six years ago I was working for another pizza store, decided it was time I went 
into business for myself And I did, I guess. 
EUGENE:: Okay. You said you worked for another business. Was it a local business? 
Ed: No, it was up in Columbus, Ohio. 
EUGENE: Columbus, Ohio. So you had some experience .... 
Ed: Yes, I worked for them a couple of years. 
EUGENE: Okay. And you started about when? Six years? 
Ed: Oh, '78. 
EUGENE: How much prior experience did you have before you started your own business? 
ED: About two years. 
EUGENE: About two years, that's good. And were you always at this location? 
ED: Ah, no, but I've always been right around Marshall. 
EUGENE: Right around Marshall? 
ED: Yes. 
EUGENE: Any particular reason for the location or .... ? 
ED: Well, Marshall students are about 90% of my business. The closer the better. 
EUGENE: Okay. And what products do you sell? 
ED: Pizzas. 
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EUGENE: Just pizzas, wholly? Okay. And what brought you to choose this kind of ... this 
line of product? 
ED: Well, it's about all I knew how to make. If you sell something, you sell something you know 
how to make. 
EUGENE: There you go. Okay. How has your business evolved since you started on your 
own? 
ED: Well, I learned how to make some money. The first year I lost a little bit. The second year I 
made a little and it just kind of gets a little better every year. 
EUGENE: So you're still evolving, then? Okay. What was, when you got started, was it, 
have any relation to the competition? Or what was the business climate when you .... 
ED: Be more lack of competition. 
EUGENE: Lack of competition? 
ED: They really needed a good pizza store in Huntington. 
EUGENE: There you go. Can you elaborate on that any more? 
ED: Mmm, yeah, when I came to town I ate at Gino's Pizza. Not to mention names or anything. 
[laughing] I knew right away that this town needed a pizza store. 
EUGENE: There you go. Okay. What sort of training have you had in this line of 
business? 
ED: Well, like I said, I worked for a couple of years for a different pizza store up in Columbus, 
Ohio. And other than that, it's just been self-taught, I guess. 
EUGENE: There you go. What sort of other educational training have you had? Or is it 
just a general educational background? 
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ED: Just a general educational background. I made pizzas. 
EUGENE: There you go. But what I meant by that, I mean high school or .... 
ED: College. · Ohio. 
EUGENE: Okay. Has any of your college training had any bearing on your business? 
ED: It hadn't cost me too much money, I'd say. 
EUGENE: Hadn't cost you too much! Okay. Has the, well, you mentioned before the firm 
had grown in sales. Can you elaborate on that any more? 
ED: Well, we sell about 5 to 10% more each year, as time goes on. 
EUGENE: Okay. How about the number of employees? How has that changed from when 
you started? 
ED: Well, it's a seasonal business. When Marshall is in session, I hire a lot of people, as summer 
time comes. We lose for the summer and then they come back in the fall . 
EUGENE: There you go. Okay. How do you determine when you've made a profit? Or in 
other words, from the business perspective? 
ED: How do we determine ifwe make a profit? (Eugene: Mmm-hmm) Well, you can look at 
your bank account, that's one way. Normally I sit down and figure out what my pizzas cost and 
try to estimate what my labor's going to be, and then you know, take all the taxes and everything 
out and see what percent I end up with. I aim for 15% after tax profit. Normally I don't get that. 
But I get close to that. I take 10 to 15%. 
EUGENE: That was my next question. What was an acceptable profit level. There again, 
who do you serve .... you said Marshall was the major part of the business. 
ED: Yes, I'd say 90% of my sales are Marshall students. 
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EUGENE: Okay. And the other 10% would be .... ? 
ED: Local customers. 
EUGENE: Local, okay. Is there anything extraordinary about your customers? Or uh .... 
ED: Yeah, they all order at once, it seems. Or they do it in groups. I sell most of my pizzas in 
about two hours time during the night and the rest of the time, the other 10, 20%. 
EUGENE: About what time would that be? 
ED: Oh, between 8 o'clock and 11 o'clock. 
EUGENE: Between 8 and 11. Okay. There you go. In the business itself, how do you 
delegate authority? Or in other words, what's your management structure, how you 
handle ..... ? 
ED: Okay. Well, I'm normally in charge, and I have one manager, so when I'm not there, he'd be 
in charge. And one of us is always there. It's rather simple. 
EUGENE: Okay. And how many employees do you normally keep? 
ED: Eight or nine when Marshall's in session; about four or five in the summer time. 
EUGENE: And what about your suppliers? Who, or in other words, can you elaborate on 
the people that you buy your .... ? 
ED: Well, about two years ago I was running all over town to different places to probably four or 
five different people or places. Down about two years ago a new pizza supplier came to town. 
EUGENE: Who was that? 
ED: The Petro Pizzeria. [inaudible]... I guess that was about two years ago. Yes. And he 
handles everything I need, so ..... 
EUGENE: Is he a local company? 
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ED: Yeah. Where is he from? The west end of Huntington. 
EUGENE: \Vest End. Okay. And how is his, how do his prices and service compare with 
what you had formally? 
ED: He's a couple percent cheaper. Delivers right to the door. I'm kind of glad he came along. 
EUGENE: Yeah, really, sounds good. Okay. And uh, have you ... have you got into any 
other lines of specialization besides pizzas? 
ED: No, just pizzas. It's dependable. 
EUGENE: There you go. Okay. Would you call ... would you call the pizza business .. . would 
you say it was a fad or if there are fads related to it? 
ED: No, I don't really think so. People might want to eat whole wheat pizzas one year, things 
like that. But naw, I think it's pretty traditional. 
EUGENE: There you go. And how about the season? Of course, I know you mentioned 
about when Marshall is in session. But .... summer to winter? Would there be any variation 
into that? 
ED: Well, Marshall's in from September until the end of November, that's my busy season. 
Second semester is February to May. And I'd say it's my busy season. Other than that, I'd say 
it's kind of slow. 
EUGENE: Okay. What ... what would you estimate the public demands from you? When a 
customer walks in, what's your impression of what they expect from you as a business 
person? 
ED: Most people don't walk in. I probably get one or two walk-ins a day. And I'd say the rest 
of them are mostly deliveries. Mostly they want their pizza quickly. 
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EUGENE: So speed is a big factor. 
ED: Speed, then what it tastes like, looks like. But speed's one of the biggest ones. 
EUGENE: How have you responded to this demand? Have you changed anything ... have 
you evolved since you first started to meet that demand? 
ED: Oh, I guess we' re more dependable now. Years of practice make you a little better. We give 
out coupons if we don't get there in thirty minutes. You get a couple dollars off the price. 
Basically I guess, we just try to get 'em there as quickly as we can. And the products, you just 
sell pizza. It makes it simple. 
EUGENE: Okay. What has the roller technology been in your business development? 
ED: Oh, very little. 
EUGENE: Very little development? 
ED: I use the same things I used six years ago. 
EUGENE: Okay. Do you anticipate any change in your equipment due to technology in 
the future? 
ED: Oh, yeah, they got some real fancy ovens out right now. As soon as I can afford one, I'm 
going to get one. It would save me a bundle on utilities, but it would cost me a fortune. Like 
everything. 
EUGENE: Okay. Have you felt the need for any additional training or re-training in order 
to .. . in order to do your job better or possibly expand on the job that you do, or the service 
that you give? 
ED: No, I don't think so. 
EUGENE: Okay. And the business climate itself, how would you classify it now to when 
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you initially started the business in Huntington? 
ED: Oh, there's more competition. There's quite a few more pizza stores. But the clientele's the 
same, which is Marshall kids. They're there year after year, kind of stable. 
EUGENE: Has there been any sort of effect or what has been effective of local legislation or 
laws or like that? Do you have any .... ? 
ED: No, I've never had any trouble that way. As long as you pay your taxes on time, they'll 
leave you alone. 
EUGENE: [laughing] Okay. Within the local community here, what other sort of things 
besides in the business do you participate in? 
ED: Me personally? I don't do anything .. .. 
EUGENE: \Veil, as the business .... 
ED: Well, the business, we like to sponsor things at Marshall like activities and ... . 
EUGENE: Can you elaborate on that? 
ED: Oh, give pizzas to the dance-athons, prizes for the floor decorations for homecoming, things 
like that. 
EUGENE: There you go. That's good. Okay, as ... how has Marshall ... have they been 
cooperative toward this, or .... ? 
ED: Oh, yes, it couldn't be better. [inaudible]. .. .I'm happy with them. 
EUGENE: There you go. What has been your labor history? 
ED: Mostly, I guess, I just hire Marshall students. Three or four out of my employees are part-
time students. 
EUGENE: How has ... is it been successful or how would you classify .... ? 
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ED: Oh, yeah, they need the money. They don't mind the late night hours. They generally aren't 
planning on being around the summer time anyway, and I need to lay people off . So it works 
pretty good that way. 
EUGENE: And what are your future plans for the business? 
ED: Oh, I don't really know. Sell pizzas, I guess. Doesn't sound very much like plans. But it's a 
living. 
EUGENE: There you go. I really appreciate you doing this interview. We wish you the 
best of luck in your business endeavors. [END OF INTERVIEW] 
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